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Vol. II New York, February, 1917 No. 3
ONCE you have mapped out and 
actually begun a course of study 
with a plainly staked goal in 
view, the question of supplemen­
tary reading comes up for settle­
ment. You ask: What shall I 
read? How shall I read? Here 
are six suggestions.
First, concentrate your mental efforts entirely 
upon the course of study you have begun, trying 
to grasp and assimilate the view-point of the 
course as laid out and presented, and the view­
point of the instructor in his
class-presentation. Do not 
give the matter of supple­
mentary reading any atten­
tion at all, until you are far 
enough along in your work 
to establish a standard of 
comparison. This caution 
applies with peculiar force 
to technical and professional 
subjects — to Accountancy 
and Business Administration, 
for example. If you begin a 
new course of study and sup­
plementary reading at the 
same time, you are likely to 
scatter your mental energies 
and to become confused and 
perplexed in your attitude 
toward your studies. It is
better at first to focus your mind exclusively on 
the course itself.
Second, carefully compute the amount of spare 
time you will have for supplementary reading, 
after you have come to understand the view­
point of the course. Make your computation on 
the weekly rather than on the daily or monthly 
basis; your schedule will work out better. Be 
sure to undercompute, if anything, the number 
of spare hours you will have for this purpose; 
then stick to your schedule, actually doing every 
week at least the minimum amount of reading 
that you plan to do.
Third, divide what you finally pick out to read 
into two kinds of books and articles—those that
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have a broad and somewhat general bearing upon 
your course of study, and those that have a very 
specific bearing upon it. Suppose you are plan­
ning to become a practicing accountant, for ex­
ample. Assuming that you are well along in 
your course, begin to read articles on finance, 
economics, law, principles of organization and 
management, and salesmanship, even, for all 
these subjects have a broad bearing upon Ac­
countancy. Then read articles that bear specifi­
cally upon your studies; for example, on auditing 
methods, accounting technique, cost finding, of­
fice systematization, and the 
like. Double-track reading 
of the above kinds, if begun 
at the proper time, will both 
broaden your view-point and 
reinforce your specialized 
knowledge.
Fourth, select what you 
read with due regard to au­
thoritativeness. A book that 
was standard twenty-five or 
fifty years ago may or may 
not be standard to-day — 
usually not. Find out, and 
keep up to date. Do not 
waste time in reading what 
is obsolete and expressive of 
a different kind of age, ex­
cept for purposes of contrast 
and comparison. As to what
is authoritative, go for counsel to men of knowl­
edge and experience, to the periodicals and jour­
nals, and to the libraries. If you will ask in­
telligent questions, you will find little trouble 
in having them answered adequately.
Fifth, now comes the question of how to read. 
Some books and articles you may skim over, 
reading as rapidly as the eye can take in the 
printed page. Indeed, here and there in books 
of this kind it will be proper for you to skip 
chapters and parts of chapters, your own judg­
ment telling you what to read and what to pass 
over. You should be familiar with such books, 
but only in a general way. Then there are other 
books and articles which you should read with
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intense concentration. The counsel 
of others, supported by your own 
judgment, will tell you what these 
books are.
Sixth, as to the books and articles that you
read intensively, read with an understanding 
mind. Get at the meaning—the kernel of the 
thought—paying only casual attention to the 
manner of expression. Then think over what 
you have read, agreeing or disagreeing with it, 
comparing and contrasting it with what you 
have learned in your course, and advancing rea­
sons in support of your final conclusions. Ar­
range, if possible, to discuss the results of your 
reading with some one else—preferably either 
with one who has had wider experience than 
you, or with one who is following the same 
course of reading. The sparking of mind upon 
mind is one of the essentials of real education.
The foregoing are a few simple hints, which, if 
carried out faithfully, will make the time you 
spend upon supplementary reading definitely 
productive.
"THERE’S good in everybody and every-
  thing if you’ll only look for it, and when 
you find it, as you always can, why it sort-a 
makes you feel good yourself. Leastwise, I find 
it so.” He who said this had shared my sleeping 
compartment on a recent trip between two far- 
distant cities. In the morning we had got ac­
quainted, and we were now talking freely of 
many things.
I looked at him with a new interest, for the 
note of sincerity was in his voice and the light 
of honest conviction in his eyes. Old he was, as 
years are counted—sixty-nine, he had said; his 
hair was thick and grizzled; his smooth-shaven 
face was tanned, and many deep lines furrowed 
it; his big red hands were knotted and knarled 
from thirty years at the throttle of a locomotive; 
his clothes hung on him loosely, as if to give him 
quick freedom of body and limb if need should 
arise; and one leg was shorter than the other. 
The spirit of the Far West—the pioneer West— 
was in him and of him, and he gave it off when­
ever he talked or listened. A man who had lived 
at the core of life—not a surface-dweller—you 
sensed him to be.
As I looked at him, I felt myself rebuked, for 
I had expressed myself upon certain subjects 
with intolerance and a touch of cynicism, as to 
men and their motives. Abashed, I shifted the 
conversation to other things, and upon all of them 
he expressed himself with kindly sympathy. A 
little later he said good-bye and hobbled off the 
train. Probably I shall never see him again, but
I shall not forget his philosophy, 
which, as I talked to him, took on 
a new meaning. In it he has found 
happiness, and it is true happiness, 
for it is based upon the truth. My better self
tells me that it is a good enough philosophy for 
any one of us.
HAVE you ever considered the relation that your education bears to the formation of your character? That grand word “education” 
has been so abused during this enlightened age 
of ours that its true meaning has been clouded 
to some extent. Many men maintain that it 
means the acquisition of culture; others, that it 
denotes the training of the mind; and others, that 
it is the possession of knowledge and information 
to be used in the after life of the individual.
The object of true education is the formation 
of character. The literal meaning of the word 
is a “drawing out”; that is, the development of 
the intellectual, moral, and physical faculties of 
man in order that he may with the greatest effi­
ciency fulfill his vocational destiny in life. This 
process is the means whereby man may develop 
the abilities with which he has been endowed 
toward the great end of his training—the forma­
tion of character. The educated man is, there­
fore, in the strict sense, a man of character.
The student of the Pace Courses is afforded an 
exceptional opportunity to secure the object of 
true education. Leaving aside the physical as­
pect of the matter, which of course is a concomi­
tant of earlier school work, we may confine our­
selves to the intellectual and moral aspects of 
the subject. The Pace student’s intellect is sharp­
ened by the problems that he must master, 
and his mind is made active by the constant ex­
ercise of answering difficult questions in a con­
cise and terse manner. His moral fibre is 
developed by the willing sacrifice of evenings 
following hard days of labor and by the added 
burden of night study, and it is strengthened by 
the happy consciousness that he is progressing 
in the great work of self-development.
Keep in mind, therefore, the main object of 
your education. It should mean to you, not 
merely the acquisition of practical knowledge for 
use in commercial life, but the possession of that 
most noble product of man’s free will—the foun­
dation of the work of the world—firm and up­
right character.—Contributed by W. H. Hirsch­
mann, Pace Institute, 1916.
Men who have made a habit of shirking, fre­
quently find themselves bossed by their former com­
panion who refused to shirk.
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BACK in the early seventies, when the Franco - Prussian War broke out, an impres­
sionable seventeen-year-old Ameri­
can boy, who was then going to 
school in Germany, was an eye­
witness of the mobilization of the 
German troops within eighteen 
days. He talked with soldiers and 
officers who were quartered in his 
father’s house. Later, his father 
took him and his two younger 
brothers to the war front, where 
they viewed the transportation of 
troops and supplies, the conveyance 
of prisoners far inland, the battle­
field of Sedan, and the bombard­
ment of Strassburg.
The American boy was Harring­
ton Emerson, later to become one 
of the foremost efficiency experts 
and industrial engineers of the 
world. Mr. Emerson has often 
said that the precision and des­
patch with which the various prob­
lems of the German army at that 
troubled time were met and solved 
before his very face and eyes so 
deeply impressed his mind with 
the importance of efficiency as to 
stake out, vaguely at first, but in a 
clear-limned way as maturity wid­
ened his vision, the compass and 
dominating purpose of his life- 
work—to bring industrial order out 
of industrial chaos, to stop waste 
and increase net productivity, and 
to set up scientifically accurate 
standards of appraisal and mea­
surement.
Mr. Emerson’s early life and 
training fitted him admirably for 
the great work of industrial re­
form he was later to do with rare 
devotion and ability. He was born 
in 1853 in Trenton, New Jersey, 
the eldest son of Edwin Emerson, 
a university professor. At the age 
of nine he was taken to Europe, 
and for the next fourteen years he 
attended European schools, chiefly 
French, English, and German.
The transfer to Europe early 
made it necessary for him to meet, 
adjust himself to, and conquer, 
conditions for which no previous 
experience of his own or of his 
parents had equipped him. In the 
French schools he learned to think 
logically, and to combine initiative 
with order. In the English schools 
he learned the English love of 
games, manliness, and abhorrence 
of a lie and treachery. In the 
German schools he learned thor­
oughness, and was subjected to se­
vere and salutary discipline.
On his return to America, in 
1876, Mr. Emerson was immedi-
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ately appointed to the professor­
ship of modern languages and lit­
erature in the young State Univer­
sity of Nebraska. He was also for 
six years Registrar of the Univer­
sity and Secretary of the Faculty.
A difference of opinion having 
arisen between the younger pro­
fessors and the old guard led by 
the Chancellor as to what a State 
University should be, the regents 
dismissed all concerned; and, much 
to his immediate regret, but great­
ly to his ultimate gain in every 
respect, Mr. Emerson found him-
Harrington Emerson, Esq.
Efficiency Engineer
self obliged to earn the support of 
himself and his family in the in­
tensely competitive fields of real 
estate, loans, and insurance. Be­
fore he was forty he had twice 
made $100,000 and had twice lost 
it, both times through the collapse 
of land values that resulted from 
the dull times between 1889 and 
1896.
In 1886, Mr. Emerson definitely 
entered the service of the Chicago, 
Burlington & Quincy Railroad, 
with which he had been more or 
less affiliated for eight years. His 
duties, which were on the far 
frontier, consisted chiefly in mak­
ing reports on coal lands, agricul­
tural possibilities, irrigation proj­
ects, town sites, state and county 
taxes, and the like.
Ten years later, Mr. Emerson 
returned to England to sell a large 
gold placer mine. Owing to Presi­
dent Cleveland’s Venezuelan mes­
sage and the Boer War, he was 
unsuccessful; but he formed con­
nections with an English syndicate, 
taking on the duty of examining 
American industrial enterprises of 
all kinds which were seeking Eng­
lish capital. Mr. Emerson exam­
ined more than one hundred enter­
prises of the most varied kinds, 
situated in Mexico, in the United 
States, in Canada, and in Alaska. 
Both the immense field open to 
American enterprise and the im­
mense waste occurring were re­
vealed to him.
From 1897 to 1900, Mr. Emerson 
was busy with Alaskan enterprises, 
and investigations, particularly as 
to the railroad possibilities and 
the coal resources. During one 
year of this time he was able, as 
factory manager, to demonstrate 
that current wastes could be elim­
inated in a manufacturing plant.
For two years Mr. Emerson was 
on the counseling staff of the late 
Charles M. Hays, who was then 
promoting the Grand Trunk Pa­
cific Railroad; for one year on the 
staff of President Burt of the 
Union Pacific; and for three years 
on the staff of Vice-President Ken­
drick of the Atchison, Topeka & 
Santa Fe. He was able to advise 
on a large scale as to the theory 
that increasing wages and better 
conditions could be made to fol­
low falling unit costs. This theory 
is similar to Henry Ford’s theory 
—though not so bold or so rapid 
in operation—that increased wages 
can be made to reduce costs.
Since 1907, Mr. Emerson has been 
at the head of a New York com­
pany of efficiency engineers. This 
company, with agencies in Pitts­
burgh and Chicago, has given expert 
counsel to more than two hundred 
industrial firms, and has bettered 
the wage and work conditions of 
over 100,000 men. The firms served 
have been among the largest of 
their kind in the world. Mr. Em­
erson estimates industrial losses 
of the United States at about 
$40,000,000 a day. The general 
theory that underlies the work of 
his company and of his associates 
is that the universe is a region of 
infinite resources, and that the 
human mind has infinite capacities 
wherewith to exploit these re­
sources for the betterment of man.
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"IMPOSSIBLE” is 
not an excuse fa­
vored at law. Con­
sequently, neither
inconvenience nor difficulties 
nor obstacles will relieve a party 
from the legal obligation to do 
that which he has contracted to
careless wording of agreements. 
“Look before you leap” is especially 
significant in contract law.
Impos­
sible Per­
formance
do. Present European conditions have caused the 
fulfilment of many contracts to be impossible; 
and litigation to fix the responsibility for the en­
suing loss has engaged the attention of courts 
during recent months.
In general, performance must be impossible (a) 
by reason of “Some manifestation of nature to 
which man has not contributed and which he can­
not overcome” (lightning, cold, a storm, etc.); 
(b) by reason of the ravages or restraints of war; 
or (c) by reason of some impediment arising by 
law; e. g., a contract respecting liquor made be­
fore enactment of a prohibition law.
A war, to be an excuse for non-performance, 
must be one in which this nation is involved. 
War conditions in Europe do not, of themselves, 
constitute an excuse. The same would be true 
of embargoes of foreign nations.
Contracts involving large amounts usually con­
tain a clause limiting or otherwise modifying this 
legal liability to perform. An example of such 
a clause is one relieving the party promising 
from performance if prevented “by contingencies 
beyond said party’s control, such as fires, strikes, 
accidents to works or stock, or changes in the 
tariff.”
Quite recently, a New York court was called 
upon to decide whether this clause would excuse 
a chemical company from delivering chemicals 
which they could not obtain because of the block­
ade of Germany. Did the fact that the contract 
specified certain contingencies limit the scope of 
the general clause to the contingencies named? 
The court held that the rule limiting or restrict­
ing general expressions by particular descriptions 
or recitals following them did not exclude any 
other causes than those named. The rule does 
not mean exclusion, but limitation or restriction. 
In this case, it was ruled that inclusion of the 
European War in the contingencies contemplated 
by the general clause was a reasonable construc­
tion of the clause and, therefore, the chemical 
works need not perform (Davies Company vs. 
Chemical Works, 160 N. Y., Supp.).
The necessity for contemplating future con­
tingencies in contracts finds no better illustration 
than in the cases growing out of the present Eu­
ropean conflict. Concerns have avoided or sus­
tained large losses, according to the careful or
40
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EGAL protection of the good-will of a busi­
ness, from encroachment by ex-employees, 
is a fundamental right. This protection does not 
include the right to restrain the employee from 
working for others. Only when the contract so 
provides, and then only when the clause is not 
in illegal restraint of trade, can the employer pre­
vent the employee from working for a rival firm.
The test for determining whether the contract 
clause illegally restrains trade is that of rea­
sonability. If reasonable opportunity is afforded 
the employee to obtain other employment, and 
if the time within which he is restricted is not 
unduly long, all facts considered, the restrictive 
clause is valid.
Even if there be no agreement respecting his 
future activities, an employee has not the right 
to solicit and take away the customers of his old 
employer through utilizing the knowledge he 
gained concerning the employer’s business. This 
is regarded as taking a property right of the em­
ployer—good-will. Recently the Supreme Court 
of New York (Law Journal, January 2, 1917) 
decided that the good-will of a practicing accoun­
tant was entitled to this protection. The remedy 
available is that of an injunction restraining the 
employee from soliciting the customers, patrons, 
or clients of his former employer.
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ONE injustice of the old Income Tax Law was that an individual could not deduct losses from his income, unless such losses were 
sustained “in trade,” or by reason of specified 
contingencies. Smith buys stocks B & C. He 
loses $10,000 on the sale of B, and gains $10,000 
on the sale of C. By the law in effect before 
September 8th, he would be taxed on the $10,000 
gain, with no deduction for the $10,000 loss, be­
cause this was not a loss sustained in a “busi­
ness” or “trade.”
However, if these stocks were part of the same 
issue, then deductions were allowable, probably 
on the theory that they would be part of one ac­
count. In a letter of February 26, 1916, the De­
partment ruled that if the purchases were made 
prior to March 1, 1913, and the sales some years 
later, then the profit on sale should be appor­
tioned; the tax being payable only on the frac­
tional amount which the time elapsed since 
March 1, 1913, bears to the entire period the 
stock was held. If the stock was purchased sub­
sequent to March 1, 1913, the return is on the 
entire profit. Profit consists of the difference
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between cost and selling price, not 
the increase in market price on stock 
not sold. On the return, the total 
profit secured on sales should be
given under gross Income. The new law per­
mits deductions to be made for losses sustained. 
Section 5, paragraph 5, provides for the following 
deduction from the gross income of the indi­
vidual :
“In transactions entered into for profit but not 
connected with his business or trade, the losses 
actually sustained therein during the year to an 
amount not exceeding the profits derived there­
from.”
Hence, in addition to deductions for losses sus­
tained in business or trade, individuals may now 
deduct actual losses sustained in transactions 
entered into for profit. This would apply to 
transactions in various stocks—not only those of 
the same issue. So, after stating the entire profit 
from sales under “gross income,” the entire losses 
from sale should be given under “General De­
ductions.”
This new section not only eliminates the in­
justice in the old law respecting dealings in stock 
by an individual, but also affords relief in other 
cases where losses not incurred in trade are sus­
tained.
Fourth, upon the default in pay­
ment, the guarantor should be im­
mediately notified.
Fifth, should he hold any other
security for the debt, no matter when such se­
curity may have been acquired, the creditor 
should not give up the security without the writ­
ten consent of the guarantor.
If the guaranty is to be of a continuing nature, 
i. e., to cover credit extended from time to time, 
the language should be clearly to this effect. For 
if there be any doubt as to the meaning of the 
words used, the courts tend to adopt the meaning 
favorable to the guarantor. Should the continu­
ing guaranty name the creditor, it would seem 
that the guarantor need not be notified from time 
to time as to the state of the account between the 
creditor and debtor. Nevertheless, it is suggest­
ed that this be done.
Sometimes the continuing guaranty does not 
name a specific creditor, but merely states that 
the guarantor will pay any debts incurred by the 
debtor. Likewise, in other instances, there is 
neither a time limit nor an amount limit stated. 
Before extending credit under either of these 
classes of continuing guaranties, it is always ad­
visable to communicate with the creditor and 
obtain his written consent to the advance.
CREDIT extensions in recent years have in­creased the use of contracts of guaranty, wherein a third person undertakes to pay the 
creditor in case of default of the debtor. Prob­
ably there is no class of contracts respecting 
which more care is required. Likewise, there is 
always a strong temptation to the guarantor to 
seize upon the slightest pretext for breaking the 
contract. So I propose to suggest precautions, 
which may be taken by the business man extend­
ing credit upon the faith of a guarantor—to be 
assured of an effective contract at the time of 
extending the credit, and to be assured that the 
contract will remain effective. Failure of the 
creditor to follow these suggestions does not nec­
essarily mean that the guarantor is discharged. 
Some of these steps are suggested upon the gen­
eral principle that it is better to keep out of a 
lawsuit than it is to win one, and others are sug­
gested because they are absolutely essential to 
the validity of the contract.
First, the contract must be in writing. 
Second, if the contract is entered into after the
credit is extended, there must be an independent 
consideration.
Third, no extension of time should be granted, 
or any material change made in the contract, 
without the written consent of the guarantor.
HOUSEHOLD problems are not the smallest which have engaged the minds of men. Hence, it is not surprising that judges have ex­
perienced difficulties in determining the precise 
meaning of the words “household goods.” This 
expression, used in wills, provokes disputes as to 
the articles it includes and those it excludes.
The term embraces furniture used in the home, 
but not furniture held for sale by the testator in 
his business. Books are not included. If a re­
volver is of the character used for home protec­
tion, it constitutes a part of the household goods. 
Firearms intended for hunting do not. Stuffed 
animals, pictures, statuary, and like ornaments, 
are household goods if they are not of such quan­
tity as to be considered a collection. Seemingly, 
judges do not regard a wine cellar as a necessary 
adjunct to the house, since they rule that cham­
pagne and like beverages are not “household 
goods.”
Executors, administrators, or others connected 
with an estate, will find the following definition, 
taken from the cases, a correct guide: Household 
goods consist of those articles used in the house 
which contribute to the comfort or convenience 
of the household, or the ornament of the house.
The prepared man never lacks a market
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4IN my line of business many of the drugs and chemicals in stock have increased largely in value 
by reason of war conditions. Am I 
justified in stating these items in inventory at
market value? If they are stated at cost, how 
will it affect recovery under insurance in case 
of fire loss?
Assets held for realization, under which inven­
tory is classed, are valued in conservative ac­
counting practice at cost or market, whichever 
is lower. The reason for this is to avoid the 
statement of a profit into which enters an ele­
ment due to the fluctuation of market values. 
The profit becomes real in the event of realiza­
tion, and the organization, therefore, merely 
makes a choice between recording the profit 
when it occurs and anticipating that profit by a 
previous scaling up of the inventory items.
You may question the rule, in view of the fact 
that inventory items are written down to market, 
in case market is lower, and contend that a rule 
is not a good one that does not work both ways. 
The answer is, that we are interpreting profit 
on the most conservative basis with a view of 
preventing statements that might not work out 
in the matter of realization, and that might cause 
financial embarrassment, or even disaster.
In regard to insurance, there is no reason why 
your concern should not, in conjunction with its 
inventory, appraise the items at market value and 
retain the appraisement in its files. As a matter 
of fact, there are several appraisement companies 
that make a business of listing and valuing asset 
items of all classes for the purpose of affording 
a basis for insurance adjustments. Losses are 
adjusted on the basis of values, and book figures 
are only one of several things taken into consid­
eration—the object in all cases being to arrive 
at a fair basis of settlement. In any event, it 
would not be practicable to follow inventory 
values, especially those subject to great varia­
tion because of extraordinary conditions, by the 
adjustment in book values—fires rarely occur ex­
actly at inventory dates.
What is meant by the term “funded debt”? 
Originally, the term “funded debt” was applied 
to debts, “the service of which was secured by a 
special fund.” (Webster.) It was applied par­
ticularly to the debts of governments payable 
from funds raised by taxation. The use of the 
term has broadened, until at present it is applied 
to any debt that is permanent, or that runs for 
a long period of time bearing regular interest, 
particularly one made up by consolidation of 
smaller debts. It has also been defined as com­
prising “all debt which by the terms 
of its creation does not mature 
until more than one year after date 
of creation.”
How does the ruling-off of a Ledger account 
with the inserting upon one side of sufficient 
amount to balance, and the bringing down of 
that same amount to the other side of the ac­
count, reconcile with the accounting theory that 
all entries in a Ledger account shall first appear 
in some book of original entry?
The amount of the balance of an account does 
not constitute a true financial entry in the ac­
count, but is in the nature of a memorandum. 
However, if one cared to be very technical, the 
procedure could be considered as being the post­
ing of an entry transferring the balance from the 
old account to a new account, which, instead of 
being opened at a different place in the Ledger, 
is simply continued below the old account.
Regarding the transposition of figures; An 
amount divisible by nine usually indicates a 
transposition, but is there any method by which 
to calculate from the amount of the discrepancy, 
the figures wherein the error occurs?
An amount divisible by nine may indicate, 
apart from other errors, either a transposition of 
figures or a “slide,” i. e., a shifting from one 
place to another, as 30—3. There are meth­
ods of detecting transpositions, but the time in­
volved in working them out makes them fre­
quently impracticable for general use, except per­
haps with a discrepancy of two or possibly three 
figures. As a matter of fact, direct transpositions 
of four or more figures are comparatively rare; 
it is much more usual to transpose figures in 
some part of a group, as the first two or the 
last two figures. In transpositions of two figures, 
the quotient obtained by dividing the discrepancy 
by nine equals the difference between the first 
and second figures of each group in the series. 
For example, if the discrepancy is 27, dividing 
by 9 gives a quotient of 3. The discrepancy may 
have been caused by the transposition of 41 and 
14, 52 and 25, 63 and 36, 74 and 47, 85 and 58, 
96 and 69, or it may have been caused by a 
slide, as 30 to 3. It is obvious that, taking 41 
as an illustration, 3 is the difference between the 
first figure 4, and the second figure, 1. Each 
group is composed in the same way up to 96, 
which is the highest group of two figures having 
a difference of 3 between the first and second 
figure. Having found the list of numbers from 
the given quotient, the next step would be to 
see whether an error corresponding to any such 
amounts exists in the work.
Pace Student
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Please comment upon the use of 
the word “per” in the following 
sentences: “The average time lost 
is 6.5 days per 100 members.” 
“The average amount is $24.30 per case.”
Respecting the use of the word “per,” there 
is an unnecessary tendency in business usage 
to use “per” excessively. Whenever “per” 
means “by,” “for,” or “a,” it is my opinion, 
based on observation and considerable experi­
ence in teaching business men, that some one 
of these three words should be preferred. In 
the sentences that you quote, I admit that the 
use of “per” is permissible. Still, I see no 
reason why you cannot say “for each 100 mem­
bers,” and “a case.”
WE are quite willing, in the Question and Answer Department, to give our opinion on any question that arises in matters of account­
ing, business organization, and related subjects. 
We are not willing, however, to discuss, or at 
least to criticise adversely the opinions of vari­
ous authors who have written works on these 
subjects.
Convert Your Latent Talent 
Into Earning Capacity—Now
Modern Organized Business is in such need of men trained for business leadership that 
the largest corporations are now providing scientific training for men in their employ 
with a view to the development of additional executives.
You Can Secure This Same Training in Advance.
It is the Passport to High-grade Positions.
Many of the largest corporations in America have adopted the Pace Standardized 
Course in Accountancy and Business Administration to meet their need for 
competent men. This is an evidence that Corporation officials, highly paid men, 
to-day are thinking in the future— beyond the present—in order to anticipate the 
opportunities and difficulties to come.
Adequate plans for your opportunities, and perhaps for your difficulties, call for just as careful and 
just as definite preparation for the future.
First of all, determine your present standing and your possibilities for advancement.
Visualize your future in its broad and true relations. You will be aided in this 
connection by reading “Your Market Value,” a 36-page booklet which has set a 
great many young men to thinking.
You may have this booklet, free, if you will write us for it, mentioning The Pace Student and also 
stating whether or not you are interested in Accountancy and Business Administration Courses.
PACE PACE
Pace Standardized Courses in Accountancy, Business Administration, Oral Expression, and English, in Residence and by Extension 
30 Church Street New York City
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Please advise if the expression 
“provided that” may not properly 
be used in some cases instead of 
“provided.” I find the former ex­
pression in law books, also in certain grammars
to introduce clauses of condition. I would also 
like to know whether “first-rate” may be used 
as an adverb, or whether it should be used ex­
clusively as an adjective.
 It is true that there is some authority for the 
use of “provided that” in the sense of “pro­
vided,” but according to the opinions of au­
thorities on English, the best particle to use is 
“provided.” You must remember in this con­
nection that usage is constantly shifting, and 
that, while it is dangerous to be unduly dog­
matic with respect to the status of certain words 
and phrases in English, it is often possible to 
interpret this shifting usage and to arrive at a 
more or less positive conclusion.
As to the word “first-rate,” again it is a ques­
tion of elegance of usage, which seems to decree 
that it is best used as an adjective exclusively. 
I grant that in ordinary conversation and collo­
quial writing it is often used as an adverb.
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TIME, my friend, is a 
peculiar and elusive 
thing. If you pon­
der long enough 
you will conclude that Time is
merely a system by which we 
establish the relation of events to 
each other. The most we can do 
is to mark off, between two established points, a 
period that we can name and compare. Thus, 
we refer to the hour, the day, the year, and the 
century. Each, when it describes a particular 
period, has a beginning and an end, and each 
is a part of that infinite progression which has 
no beginning and no end, and which never can 
be measured or compared.
Time, when we consider it in relation to our 
personal affairs, has a most compelling interest, 
no matter whether we look backward or face 
forward. No task, no plea­
sure, no accomplishment can 
be dissociated from time, for 
Time is an element of them 
all. The theoretical point in 
the progression that we call 
the present has no time; it 
merely divides that which 
has been, stretching away 
into the unrecorded past, 
from that which is to be; the 
unrealized hopes and plans 
for to-morrow which blend 
with the mists of the future.
Theoretical and a bit 
heavy, you say. True, but 
you will not go far in your 
workaday affairs without 
need for clear thinking in 
respect to Time. You cross­
cut the “stream of time” with your little life 
span, threescore and ten or whatever it may 
be, and immediately you must begin to divide 
the limited amount at your disposal into por­
tions for the accomplishment or enjoyment of 
particular things. So many years are appor­
tioned for study, and, later, for each day you 
apportion so many hours for business duties, 
so many hours for supplementary study, so many 
hours for recreation, and so many hours for sleep. 
For each period of time you expect a result, and 
you measure your success largely by the relation 
between the result and the time devoted to se­
curing it.
Lack of appreciation of the simple truths in 
respect to Time has caused many a grievous er­
ror. Do you know a man who is planning to 
grind until he is fifty and enjoying himself after­
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ward? He is one of a million who 
are similarly deluded. Inform him 
that Time is an element in all enjoy­
ments ; there is a limit on the amount
of food, the number of views, the pleasurable
companionship, that one can crowd into a day. 
Your friend should enjoy himself as he goes 
along—he is miscalculating the time element.
Do you know a young man who is deterred 
from a course of study extending over two or 
three years, or some other worthy project, be­
cause of the time involved? Does the contempla­
tion of so large a section of the future worry 
him? Advise him that the time will elapse re­
gardless of his action—it is a mere matter of 
what he will possess two or three years hence.
Do you know the man who would sow and 
harvest in the same breath, the man who at­
tempts to crowd two hours into one, the man who 
habitually miscalculates the 
progression of things and 
his own relation thereto? 
Tell each of them that Time 
is an element that will per­
sistently assert itself in his 
affairs, an element to which 
he must adjust his tasks and 
enjoyments.
At appropriate seasons, 
therefore, reflect upon Time. 
When you celebrate the an­
niversary of your birthday, 
when you wish your friend 
a Happy New Year, when 
you turn twenty, or thirty, 
or forty, or any other mile­
stone in your career, take 
thought of your subdivision 
of the Great Progression, and 
the use you are making of it. Reflect in no melan­
choly way over the events of yesterday, which are 
as dead as the Pharaohs, but plan with optimistic 
forward-looking for the work of to-morrow.
 OBSERVATION is one of the best methods of acquiring information, and information, 
we should remember, is the material which, after 
transmutation and assimilation, becomes knowl­
edge. The observing man gathers from the 
statements, letters, and other documents that are 
common incidents to business life, a large amount 
of information that applies immediately to his 
own affairs, and still another large amount that 
he assimilates and stores for future use. The 
observing man, too, sees the merits and the faults 
in the office arrangements; he notes whether 
the work is routed properly, whether the su-
Observa­
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pervision is effective, whether the 
chairs are of a proper height, and a 
thousand other details that pass by 
the man who sees generally but not 
specifically. In the factory, he observes the illogical
arrangement of machinery, the useless traveling 
of materials, the unproductive motions, and the 
waste of faulty planning and articulation of work.
Aside from his business, the observing man 
acquires valuable information in respect to the 
social conditions of his own community, to the 
work of the schools, to the regulation of traffic, 
to the cleaning of streets, and to many other 
things in which as a citizen he should be vitally 
interested. The observing man, when he travels, 
accumulates more information in a week than the 
non-observing man does in six months—he re­
alizes heavily upon his travel investment of time 
and money. The theories and principles he has 
acquired by patient study take on new life and 
meaning as he observes and reconciles with them 
the incidents of his daily life.
Observation, like many other abilities, is very 
largely a product of consistent training and de­
velopment. Training in observation comes from a 
conscious and persistent determination to scru­
tinize things minutely. The unfamiliar word that 
you read or hear must be thoroughly mastered 
in respect to pronunciation, spelling, and mean­
ing; the name of the strange flower or plant or 
tree which you see must be learned; the names 
of the principal streets and points of interest in 
the cities which you visit must be studied and 
kept in mind. In short, keen scrutiny and close 
observation must be persevered in until they be­
come a habit, after which the accumulation of 
valuable things is unconsciously carried out as a 
pleasurable incident to living.
FRANKNESS is a quality that should be de­veloped between employer and employee. Too often we find that the employer is too busy 
or indifferent to take the time necessary to be­
come really acquainted with his employees, even 
with those closely associated with him. The 
employee, on the other hand, often feels that he 
is not free to discuss his own development and 
advancement openly and frankly with his chief. 
These things are all wrong. There is no reason 
in the world why an employer and his employee 
should not discuss periodically, say once a year, 
their business relations.
A case in point comes to mind in which an 
employee who was an office-manager for a 
small but prosperous concern had attained a sal­
ary of $3,000 a year. This salary was somewhat 
in excess of the amount paid to the man who
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preceded him, and the $3,000 salary 
was reached only after several years’ 
service, with conservative salary ad­
vances from time to time. The 
office-manager had given the matter of his own
future with the firm a great deal of study, and, 
without consulting his employer, had finally con­
cluded that there was no hope of advancement. 
He also felt that his abilities justified him in 
hoping for a salary of $3,600 a year, or possibly 
more.
With these conclusions in mind, he con­
sulted a vocational agency. He stated his case 
as he saw it, and wanted to make application for 
another position. The manager of the vocational 
agency, in discussing the matter with him, de­
veloped the fact that he had not had a frank dis­
cussion of the whole matter with his employer, 
and strongly advised the young man to have such 
an interview before he attempted to secure an­
other position. It was developed during the 
interview that the employer had always been fair, 
that the employment was satisfactory, and that 
the only thing in the way of continued employ­
ment was the supposed bar to further advance­
ment. Not without some protest, the young man 
finally consented to have the interview with his 
employer. Much to his surprise and gratification, 
the employer, after considering the matter fully, 
thought that the young man’s ability and special 
worth to the concern warranted an immediate 
increase of salary to $3,600 a year. There was 
thus avoided a vocational change that would have 
brought to the young man the uncertainty of a 
new position, and to the employer the unpleasant 
necessity of breaking in a new man in an impor­
tant position.
The foregoing is an actual case, and one of at 
least fifty of the same character that can be cited. 
From these instances we are forced to the con­
clusion that thousands of employees, occupying 
more or less responsible positions, do not meet 
their employers on the basis of a free and frank 
discussion of their relative interests. It may be 
that it is impracticable to approach some employ­
ers in this way, but it is undoubtedly true that 
the great majority of employers would prefer 
such a discussion to the quasi disloyalty that 
takes the form of the consideration, on the part 
of the employee, of other positions without stat­
ing to the employer frankly the basis of dissatis­
faction. We suggest, therefore, whether you are 
an employer or employee, that you strive for 
frankness in vocational relations — a periodical 
time for getting together when salaries and fu­
ture prospects can be discussed in a cordial and 
beneficial manner.
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Proposi­
tion
HE proposition se­
lected for discussion 
this month, while 
comparatively sim­
ple, raises many points of inter­
est to the business manager and 
the student of accounting. The 
proposition, originally given in a
C.P.A. examination held in a Western state, is 
as follows:
On December 31, 1914, the records of a typewriter 
manufacturing company show the following balances: 
Raw material on hand January 1, 1914..$ 13,000.00 
Finished typewriters on hand January
Com­
ments
1, 1914—1,600 at $30.00........................ 48,000.00
Factory labor (direct charge to manu­
facturing) ............ .   .............................. 80,000.00
Other manufacturing expenses ................. 20,500.00
Cost of raw material bought ................. 60,000.00
Agents’ commission—selling .................. 80,000.00
Rent, salaries, stationery, etc.................... 50,000.00
Salesmen’s expenses (traveling), sales­
men’s salaries, discounts allowed oth­
ers, allowances on sales .................... 35,000.00
Bad debts charged off ................................ 5,000.00
Depreciation in machinery and buildings 2,500.00 
Personal injuries to employees paid by
the Company ........................................ 3,000.00
Loss by fire—not covered by insurance 2,000.00 
The sales for the year were 6,000 type­
writers, at $90.00 each ........................ 540,000.00
The inventory of finished typewriters on
hand December 31, 1914, was 785— 
not including any that were on hand 
January 1, 1914.
Raw material on hand December 31, 1914 5,000.00
Prepare from the above necessary statements showing:
(a) Number of machines manufactured during year.
(b) The cost per machine.
(c) The gross manufacturing profits on sales.
(d) The net profit on operations.
(e) The net amount available for dividends, or 
other disposition.
TWO statements—Profit and Loss Statement and Manufacturing Statement—are required to furnish the desired information.
The number of machines manufactured during 
the year may be most conveniently shown in the 
first division of the Profit and Loss Statement. 
Since 6,000 typewriters were sold during the 
year, and 785 finished machines were on hand 
at the close of the year, it is evident that 6,785 
machines were handled during the year. The 
inventory of finished typewriters on hand at the 
beginning of the year was 1,600, and the remain­
der, 5,185, is the number of machines manufac­
tured during the year.
The cost of manufacturing the 5,185 machines, 
$168,500.00, is obtained by bringing together in 
the Manufacturing Statement all of the factory 
costs, consisting of raw material used, $68,000.00; 
factory labor, $80,000.00; and manufacturing ex­
penses, $20,500.00. From these fig­
ures the cost per machine, amount­
ing to $32.50, is determined. The 
inventory of 785 finished typewriters 
on hand on December 31st does not include any 
of the 1,600 machines on hand January 1st; there­
fore, they should be valued at the average cost 
of machines manufactured, that is, at the rate of 
$32.50 each.
The gross manufacturing profit on sales evi­
dently means the gross profit of $349,012.50 
shown in the Profit and Loss Statement.
Cash discounts do not belong in Selling Ex­
pense, but should be included in General Ex­
pense, or, if the expense accounts are analyzed to 
a finer degree, cash discounts should be included 
in Capital Expense. Likewise, Allowances on 
Sales, instead of being a Selling Expense, should 
be deducted from the amount of sales. However, 
in the problem stated, these two items are in­
cluded in an account with salesmen’s expenses 
and salaries. The latter evidently belong in Sell­
ing Expense, and constitute the major portion of 
the account. Since we cannot separate these 
elements, we have included all in Selling Ex­
pense.
There may be some question as to the proper 
location on the Profit and Loss Statement of the 
expense item for “Depreciation on Machinery and 
Buildings, $2,500.” Some accountants classify 
this as a direct manufacturing expense, and there­
fore include it in the Manufacturing Statement. 
However, the tendency of Accountancy practice 
is to include in direct manufacturing expense 
only those elements that fluctuate directly, as 
the quality and the quantity of the product 
fluctuate.
Usually, machinery depreciation bears little di­
rect relation to quantity of output, and ordinarily 
depreciates as much from idleness as from opera­
tion. Moreover, it is usually advisable in case of 
a disputed point to follow that practice which is 
the more conservative. If the item of depreciation 
is included in the Manufacturing Statement, a 
portion of it will be included in the Inventory 
value of the typewriters on hand December 31, 
1914. This increase in the value of the Inventory 
will result in an increased showing of profit. 
Conservative practice would therefore indicate 
that this item should not be included in the Man­
ufacturing Statement.
The fire loss is not an element of operating ex­
pense, and should not in any wise affect the net 
results of operation for the year. It should be 
deducted from the net profit from operation, in 
order to arrive at the amount of such profit avail­
able for dividends or for other disposition.
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TYPEWRITER MANUFACTURING COMPANY 
Profit and Loss Statement
For the Year Ended December 31, 1914.
Typewriters sold ........................................................................................... 6,000 at $90.00
Cost of typewriters sold:
Finished typewriters on hand January 1, 1914.......................... 1,600 at 30.00 $48,000.00
Add:
Cost of machines manufactured during year (per Manu­
facturing Statement) ............................................................. 5,185 at 32.50 168,500.00
6,785 $216,500.00
Deduct:
Finished typewriters on hand December 31, 1914 ........ 785 at 32.50 25,512.50
Cost of typewriters sold ............................................................. 6,000
Gross Profit......................
EXPENSE
Selling Expense:
Agents commissions—selling................................................................. $80,000.00
Salesmen’s expense (traveling) salesmen’s salaries, discounts al­
lowed others, allowances on sales.............................................. 35,000.00
$115,000.00
General Expense:
Rent, salaries, stationery, etc................................................................ 50,000.00
Bad debts charged off ............................................................................. 5,000.00
Personal injuries to employees .......................................................... 3,000.00
Depreciation—machinery and buildings .......................................... 2,500.00
60,500.00
$540,000.00
190,987.50
$349,012.50
Solution
Total Expense 175,500.00
Profit on operation before deducting fire loss............ $173,512.50
Deduct:
Loss by fire not covered by insurance .................................. 2,000.00
Net profit available for dividends or other disposition $171,512.50
TYPEWRITER MANUFACTURING COMPANY 
Manufacturing Statement 
For the Year Ended December 31, 1914.
Raw material on hand January 1, 1914 ................................................................................. $13,000.00
Cost of raw material bought ................................................................................................... 60,000.00
$73,000.00
Deduct, raw material on hand December 31, 1914............................................................. 5,000.00
Cost of raw material used .....................................................................................................
Factory labor (direct charge to manufacturing) ...............................................................
Other manufacturing expenses ...............................................................................................
Cost of manufacturing 5,185 typewriters (Average cost per machine, $32.50.)
$68,000.00
80,000.00
20,500.00
$168,500.00
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Use of 
“Should” 
and 
“Would”
IN the January is­
sue of The Pace 
Student, I con­
sidered the prop­
er use of shall 
and will in some 
detail. It is 
therefore appro­
priate that we 
now pay atten­
tion to the proper use of should 
and would.
Should and would are the past- 
tense forms of shall and will, re­
spectively, although they are now 
used chiefly to express contingency. 
Should and would follow, in the 
main, the rules that determine the 
correct use of shall and will.
Should and would, however, have 
certain special uses which may be 
noted at this point. Would often 
expresses habitual action; as, “In 
the morning the boys would go to 
the lake and fish.” Would in this 
sentence means that the boys were 
in the habit of going to the lake 
and fishing. Would often expresses 
a wish; as, “Would that I had taken 
advantage of my early educational 
opportunities.” The meaning of 
would in this sentence is that I 
wish now that I had taken advan­
tage of my early educational op­
portunities. Should often has the 
special meaning of propriety or ob­
ligation. Should differs from ought 
in that should is now employed to 
express expediency, while ought is 
restricted to the expression of 
moral or legal requirements, or log­
ical necessity. If we say, “Every 
one should be true to the dictates 
of his conscience,” should means 
that it is expedient and proper for 
every one to do what his conscience 
bids.
Since should and would after past 
tenses correspond respectively to 
shall and will after present tenses, 
it is of advantage to review at this 
point the main rules governing the 
use of both shall and will and, con­
sequently, of should and would.
Just as shall and will always ex­
press either futurity or volition, so 
should and would usually express 
either futurity or volition, except 
in the case of the special uses al­
ready discussed. In determining 
whether should or would is proper, 
one should first of all settle the 
thought to be expressed—whether 
futurity or volition.
We have found that in indepen­
dent sentences shall should be used 
after I and we, and will after all 
other subjects, to express futurity; 
and will after I and we, and shall 
after all other subjects, to express 
volition. Just so in independent
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sentences, should should be used 
after I and we, and would after all 
other subjects, to express futurity; 
and would after I and we, and 
should after all other subjects, to 
express volition.
In dependent clauses with sub­
jects different from the subjects of 
the main verbs, we have found that 
we should use shall after I and we, 
and will after all other subjects, to 
express futurity; and will after I 
and we, and shall after all other 
subjects, to express volition. Just 
so in dependent clauses, with sub­
jects different from the subjects of 
the main verbs, we should use 
should after I and we, and would 
after all other subjects, to express 
futurity; and would after I and we, 
and should after all other subjects, 
to express volition.
In all dependent clauses, except 
those introduced by that, with sub­
jects of the main verbs, we have 
found that we should use shall to 
express futurity, and will to express 
volition, no matter what the subject 
may be. Just so in dependent 
clauses of this character, we should 
use should to express futurity, and 
would to express volition, no mat­
ter what the subject may be.
We have found that in questions 
we should always use shall after I 
and we, and either will or shall 
after all other subjects, the auxil­
iary selected being the same as the 
auxiliary expected in the answer. 
Just so in questions, we should al­
ways use should after I and we, and 
should or would in all other ques­
tions; the choice depending upon 
the auxiliary that is expected in the 
answer.
The following sentences illustrate 
the correct choice of should and 
would, in accordance with the fore­
going rules of usage:
If you were to ask me to be­
come a member of the party, I 
should accept the invitation.
If I were to give you the book, I 
do not think you would accept it.
If Henry were to call, I suppose 
that Alice would be glad to see him.
I told your father that I would 
consent to your entering our em­
ploy.
I would perform the task if I had 
the ability.
You would write the letter for me 
if you knew the address.
Should you accept the offer if it 
were tendered you?
Would you accept the offer if it 
were tendered you?
Should you like to look at the pic­
tures?
Would they take pleasure in the 
trip?
Would you condone the offense? 
If we were to accept your plan,
we should regret our choice.
I should be glad to examine the
manuscript.
We should be happy to meet your 
parents.
I should be very much obliged to 
you for this courtesy.
We feel sure that we should like 
the community.
If I were to jump off the car, I 
should run the risk of physical in­
jury.
If we did not work very hard, we 
should not succeed.
If we had not worked very hard, 
we should not have succeeded.
He said that he should be com­
pelled to resign the position.
I was sure that I should be able 
to meet the note.
The president thought that he 
should be compelled to go to Bos­
ton for a week’s stay.
My friends said that they should 
like to accompany me on my trip.
I feared that I should be indis­
posed.
Should I become tired if I were 
to walk so far?
Did you say that I should be per­
mitted to attend the conference?
Do you think that I should like 
him?
Should I be sorry for my action 
if I were to buy the stock?
I should like to be told who is 
responsible for the mistake.
We should prefer to play tennis 
upon the club courts.
You would doubtless prefer to 
take the trip by automobile.
I should be sorry to lose this re­
membrance.
Were I to go, I should be missed 
at the office.
You must have realized that we 
should be ruined.
I should think you would have 
foreseen the outcome.
William said he would not go to 
college.
Though I should regret my action 
in later years, yet would I carry out 
my plan.
I asked him whether he would 
extend the offer two days longer.
The manager assured me that the 
mistake would not happen again.
If it should snow, we would not 
go on the journey.
A reward was offered to the man 
who should first invent a new me­
chanical game.
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If I knew where Mr. Hunter is,
I would summon him.
We should not have been dis­
charged if the business had been 
prosperous.
The employees would have all 
been paid if the treasurer had not 
been summoned out of town.
What should we accomplish with­
out cooperation?
The instructor determined that 
Smith should do the problem after 
school, but Smith declared that he 
would not do the work.
Our host was afraid that we 
should miss the train.
The most common errors in the 
use of should and would consist in 
the use of would for should in 
phrases like the following:
(Incorrect) I (or we) would be 
glad, pleased, happy, to see you.
(Correct) I (or we) should be 
glad, pleased, happy, to see you.
(Incorrect) I (or we) would ap­
preciate an early reply.
(Correct) I (or we) should ap­
preciate an early reply.
This confusion is due in large 
measure to the thought of should 
as expressing propriety or obliga­
tion. It must be remembered that 
the use of should in the sense of 
propriety or obligation is a special 
use, and that this is not the use of 
should in sentences like the forego­
ing. Should in these sentences is 
merely an auxiliary, and is the soft­
ened equivalent of the more posi­
tive shall.
It would seem, would appear, and 
similar expressions, are correct 
word-combinations to express a 
softened contingency or doubt of 
any kind.
It is clear from what precedes 
that the incorrect use of should 
and would is largely a matter of 
carelessness, and that, once the prin­
ciples underlying their correct use 
are mastered, it will be relatively 
easy to use these auxiliaries with 
due regard to the canons of ap­
proved usage.
IN a recent issue of “Greater New York,” the official publi­cation of the Merchants’ Asso­
ciation of New York, there appears 
a very significant and timely article 
entitled “Some Pointers for Ex­
porters to South America,” by W. 
Henry Robertson, United States 
Consul General at Buenos Aires. 
Part of the article consists of a 
translation from “La Razon,” of 
Buenos Aires, which in Septem­
ber published an article under the 
heading “Commercial Relations 
with the United States.” A resume 
of Mr. Robertson’s article, together
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with a few of the more important 
excerpts, follows:
After saying that, in view of the 
European war and the consequent 
disturbance of the trade relations 
between Europe and South Amer­
ica, and particularly Argentina, it 
was natural that the currents of 
trade should be diverted to the 
United States, the writer of “La 
Razon,” as quoted by Mr. Robert­
son, reaches the disquieting con­
clusion that the present trade rela­
tions with the United States are 
most unsatisfactory because of a 
lack of confidence in our ways of 
doing business.
“What is it,” says the writer of 
“La Razon,” “that causes this sit­
uation, notwithstanding the desire 
that has been proclaimed on both 
sides of creating intimate, frequent, 
and profitable business relations?” 
In our opinion, the cause is a 
single one: In the United States 
they do not know us, and perhaps 
it might be said that they insist on 
not knowing us.
“The differences of our industry, 
of our methods of commerce, and 
of our work—based on credit, on 
the solid foundation of correct 
dealing, of probity, and of good 
faith—have not been understood in 
the markets of the United States, 
and for that reason illusions have 
been great and frequent, and lack 
of interest is already evidenced in 
all branches of commercial activi­
ties.”
“La Razon” then makes the 
point that, if American manufac­
turers and merchants are to hope 
for a continuation and an expan­
sion of their trade relations with 
Argentina, they must begin at once 
to understand the Argentine point 
of view and to spare no effort to 
engender confidence in respect to 
everything they say and do.
Mr. Robertson, after giving the 
above excerpts space in his letter, 
lays great stress upon three things 
—the fact that the Argentine 
merchant is a stickler for having 
his orders carried out with great 
exactitude, that he is trustful from 
habit, and that he is used to long­
time credits.
Apropos of the matter of credits, 
Mr. Robertson says: “Our mer­
chants too often think that credits 
are longer here (in Argentina) 
than elsewhere, because people 
cannot pay so soon. This is a seri­
ous error. Credits have been long
in this Republic from the very be­
ginning of business, because it is 
primarily an agricultural and pas­
toral country in which the vast 
majority of payments depend upon 
the condition of the crops and the 
cattle industry. If one crop is bad, 
six to twelve months’ credit may 
be necessary; while, if there are 
two successive crop failures, a 
credit of two years may be 
needed.”
Mr. Robertson closes his sensible 
communication with a plea for 
“the necessity of studying the 
character, the sensibilities, the 
point of view, and the good quali­
ties” of the foreigners with whom 
American manufacturers and 
merchants hope to do business of 
a permanently profitable character.
JOHN H. CRIPPEN, Pace Insti­
tute of Accountancy, has severed 
his connection with Armour & Com­
pany to accept a position in the 
office of the Treasurer of the Gen­
eral Electric Company.
CLIFFORD K. CUEMAN, New­
ark School of Accountancy, has 
severed his connection with the 
New York, Ontario & Western 
Railway Company to enter Accoun­
tancy practice on the staff of Whit­
tlesey, Myer & Wythes, New York.
WARREN S. STUTTS, Pace Insti­
tute of Accountancy, Extension Di­
vision, has joined the staff of Ar­
thur Young & Company, Accoun­
tants, New York.
WALTER H. PRICE, who was for­
merly on the staff of the Jesse E. 
Cole Company, Des Moines, Iowa, 
has accepted, through the Pace 
Agency for Placements, Inc., a po­
sition on the staff of R. J. Beaman, 
C.P.A., of Cincinnati, Ohio.
R. HARRISON MORGAN, Pace 
Institute of Accountancy (Boston), 
has accepted, through the Pace 
Agency for Placements, Inc., the 
position of office manager for the 
Locomotive Superheater Company. 
Mr. Morgan recently completed the 
installation of the cost accounting 
system for the Standard Furniture 
Company at Herkimer, N. Y.
RALPH B. WAGNER, Pace In­
stitute of Accountancy, has accept­
ed a position as junior accountant 
on the staff of S. H. Wolfe, Insur­
ance Accountant. Mr. Wagner was 
formerly employed in the Account­
ing Department of the Adams Ex­
press Company.
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Not only has Mr. Emerson him­
self achieved exceptional success 
as a result of a thorough educa­
tion of the most cosmopolitan kind, 
but he has seen the fruits of study 
and self-development in the ca­
reers of hundreds of our best- 
known industrial and financial lead­
ers, many of whom he knows inti­
mately. It is but natural, therefore, 
that he should proclaim himself 
without equivocation to be a sup­
porter of that kind of education 
which will train a young man to 
see for himself, think for himself, 
and do for himself. The study of 
Accountancy and Business Admin­
istration, Mr. Emerson believes, 
does these very things, and equips 
one to develop a market value in 
the world of Modern Business. 
The “Emerson Course in Personal 
Efficiency,” which Mr. Emerson 
wrote and transferred to one of 
the large publishing houses, is a 
notable expression of the author’s 
novel but practical views on self­
development.
A few minutes’ talk with Mr. 
Emerson, whose interest in young 
men who wish to attain success in 
Business is always sympathetic and 
helpful, is likely to contain more 
real sense and inspiration than is 
found in dozens of theoretical 
books; and one reason why this is 
so, is that in his life the high vis­
ions of early manhood have not 
been forced to give way to the 
demands of a so-called practical 
age.
THE following interesting article appeared in a recent issue of The Rockefeller Foundation:
“By vote of the Trustees, May
24, 1916, the Rockefeller Foundation 
appropriated the sum of $10,000 to 
the National Committee for Mental 
Hygiene for the maintenance of a 
Psychopathic Clinic at Sing Sing 
Prison, Ossining, N. Y.
“The establishment of a Psycho­
pathic Clinic at Sing Sing Prison 
marks an important advance in the 
scientific study of criminology. It 
has long been apparent that prob­
lems of prison reform, and more 
particularly the problems of recon­
struction of the individual prisoner, 
were strongly influenced by certain 
mental factors. The first step in 
clearing these quite different issues 
was the detection of the feeble­
minded among prisoners and delin­
quents. This proved, however, to 
be only the starting point for study 
of disorders of conduct and, for 
several years, there has been a deep
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conviction among specialists in men­
tal medicine that light could be 
thrown upon more obscure prob­
lems if a psychopathic clinic was 
set up within the walls of a prison.
“Dr. Bernard Glueck, who has 
been in charge of a department of 
a government hospital for the in­
sane in Washington, D. C., has been 
appointed psychiatrist in charge of 
the Psychopathic Clinic. He has 
made a special study of the mental 
factors in crime and delinquency and 
is the author of a number of books 
and other contributions on this sub­
ject. He will devote his whole time 
to the work and will be supplied 
with assistants so that the work will 
be undertaken under the best pos­
sible conditions. The need for such 
assistants at Sing Sing is shown by 
the fact that, during a period of 
three years, one in forty-five of the 
prison population was actually trans­
ferred to the Dannemora State Hos­
pital as an insane person. The ad­
mission rate to all other hospitals 
for the insane among the adult pop­
ulation of the entire State is only 
one in 320. When the Psychopathic 
Clinic is in operation, each new 
prisoner will be given a careful 
mental examination and, at all
Accounting Systems and 
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YEARS of experience enable us to give your work intelligent and careful attention.—Special thought 
is given to designing forms for your individual 
needs—the service is personal, intimate, helpful
times, the clinic will be at the ser­
vice of the prison in dealing with 
mental factors requiring attention. 
The work will be under the imme­
diate supervision of an Advisory 
Board of the National Committee 
for Mental Hygiene.
“The Establishment of the Psy­
chopathic Clinic is the first step in 
the organization of a comprehensive 
medical service, the details of which 
have been worked out by the Com­
mittee on Social Hygiene of the 
National Committee on Prisons. 
This medical service will insure the 
careful examination and treatment 
of every prisoner and it is hoped 
that Sing Sing may eventually con­
stitute the State reception prison 
through which all admissions will 
be passed. In this way it would be 
possible to correct many correctible 
defects and to improve greatly the 
mental and physical standard among 
prisoners, at the same time sup­
plying the other prisons with a 
stream of sane, sound men, in ex­
cellent condition or with their spe­
cific defects accurately known.
“Most of the funds for the medi­
cal organization have been contrib­
uted by individuals, and, in addition, 
it is hoped to secure the sympa­
thetic cooperation of the United 
States Public Health Service, which 
is deeply interested in the experi­
ment as representing a new and 
promising field of hygiene.”
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ANEW conception of the co­operative tendency which is manifesting itself in every 
branch of commercial activity was 
set forth recently by F. C. Schwedt­
man, of the National City Bank, in 
an address before Group VI of the 
New York State Bankers’ Associa­
tion at the Hotel Martinique.
The banker took up the subjects 
of cooperation between banks and 
their employees, banks and other 
banks, and banks and the Govern­
ment.
He pointed out that the heart ele­
ment was a large part of the suc­
cess of any steps taken by commer­
cial houses for increasing the effi­
ciency of their employees. Citing 
the Ford company’s earnings of 
$56,000,000 last year, he said such 
success was possible only because 
the workers were inspired to a love 
for their work.
Mr. Schwedtman then told of the 
measures taken by the National 
City Bank to provide itself with 
faithful, intelligent, and interested 
employees. He gave the credit for 
the system now in force to Frank 
A. Vanderlip, President of the 
Bank. There are educational classes 
for all employees, and college men 
are trained especially for the for­
eign service.
He said the bank now contemplat­
ed establishing a variation of the 
old apprentice-shop system. Boys 
of sixteen or seventeen would be 
taken in as apprentices, trained 
morally, mentally, and physically, 
lodged in a club-house, and passed 
through the several departments of 
the bank before being employed as 
junior clerks.
Although the advantage to the 
employee was great, the speaker 
said, the advantage to the bank was 
very much greater. The plea was 
frankly to the enlightened self-in­
terest of business men and not to 
their charitable impulses.
Mu­
nicipal
Ac­
count­
ing
FROM time to time we are able to announce additions to the not very extensive list 
of publications on the subject of 
Municipal Accounting. A series of 
pamphlets dealing with the new ac­
counting system installed January 
1, 1916, by the City and County of 
Denver has been prepared by 
Thomas R. Lill, Pace Institute, 
Extension Division, for the Colo­
rado Taxpayers’ Protective League.
It is interesting to note that “the 
new system of accounts was rec­
ommended for adoption to the 
Auditor and City Council for the 
reason that the members of the 
Taxpayers’ League believe that
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efficiency and economy in govern­
ment cannot be secured without 
current information regularly pre­
pared and made available to offic­
ials, employees, and the public.” 
Under the old accounting system, 
expenses incurred were not re­
corded as cost of operation until 
the actual cash disbursement was 
made. Believing that “one of the 
fundamental principles of correct 
accounting is that the accounting 
must be upon an accrued basis,” 
the new system provides for in­
cluding revenues in the accounts 
when due, and expenditures when 
incurred, regardless of the date of 
collection or payment.
The financial reports prepared 
monthly under the new system are 
the Operating Statement (income 
statement), the General Balance 
Sheet, the Cash Statement, and the 
Fund Statement. In municipalities 
the Fund Statement is necessary to 
show how the actual revenues and 
expenditures for a certain period 
compare with the advance esti­
mates made by the City Officials.
It is provided in the administra­
tion of the system of accounts for 
the City and County of Denver 
that certain specified definitions 
of terms shall govern. For in­
stance, the definition given for the 
term Receipts is, “All cash coming 
into the possession of a city in a 
stated period irrespective of the 
source.” Following the list and 
definitions of accounting terms is 
the detailed list or System of Ac­
counts.
A “Manual of Accounting and 
Business Procedure for the Audi­
tor’s Office” sets forth in detail 
the methods and forms suggested 
for the use of the Auditor in de­
veloping the information required 
by the Uniform System of Ac­
counts. Among the forms illus­
trated are a Register of Cash Re­
ceipts, Purchase Order, Invoice. 
Voucher Warrant and Register of 
Accounts Payable.
WILLIAM T. BENNETT, New 
New York Institute of Accountancy, 
formerly in the Auditing Depart­
ment of the Fox Film Corporation, 
has joined the staff of Touche, Ni­
ven & Co.
CARL ANDERSON, New York 
Institute of Accountancy, is holding 
the position of Assistant Auditor of
Compania De Minerales Y Metales, 
S.A., of Mexico, a holding company 
of several Mexican mining com­
panies, operating and controlling ex­
tensive mining properties in Mexico.
ROBERT COCHNAR, Newark 
School of Accountancy, has severed 
his connection with the Platt & 
Washburn Refining Company to ac­
cept the post of Office Manager for 
Gillis & Geoghegan, Construction 
Engineers.
CARLOS F. NOYES, C.P.A., New 
York Institute of Accountancy, 
1910, has been admitted as a part­
ner in the firm of Lovejoy, Mather 
& Hough, Accountants, New York 
City. Mr. Noyes will be the resi­
dent partner in charge of the Cuban 
office, 21 Obispo Street, Havana, 
Cuba.
BEFORE Louis D. Brandeis was appointed an Associate Justice of the Supreme Court, 
he stated to the Interstate and 
Commerce Committee of the House 
that a standardized accounting 
system for corporations is neces­
sary to make effective the work of 
a Federal trade commission.
In his judgment it will take from 
ten to twenty years to perfect 
such a system and have it put into 
operation by the 305,000 corpora­
tions, concerns, copartnerships and 
individuals doing interstate busi­
ness in this country, and to be 
brought under the supervision of 
the trade commission.
Mr. Brandeis urged that the leg­
islators should create the commis­
sion with the fullest powers, but 
leave to that body the duty of 
working out details.
“It will be an enormous labor to 
bring about the standardization of 
accounting,” he said. “This stand­
ardization is essential, if the com­
mission is to judge the work, 
methods, and competitive condi­
tions under which business is 
carried on.
“The commission will have to 
decide on its standardization plan 
and secure its adoption first by 
the big corporations that their re­
quirements may be understandable. 
It must then take up the smaller 
concerns in groups, either by in­
dustry or by territory, and so work 
out the introduction of its plan 
into all interstate commerce con­
cerns. It is essential to the suc­
cessful operation of the commis­
sion this work be done thoroughly 
and without confusion to business.” 
—Contributed by J. G. Baerncopf.
Stand­
ardized
Systems
for
Corpo­
rations
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 "I’D like to do it, and I would if 
There are hundreds of things 
I could only get around to it. 
that a fellow has to pass up because 
he can’t find time to do them.” Tom 
and Walter were having a heart-to- 
heart evening talk in Walter’s room.
Tom was speaking. Walter had re­
marked that everybody should find 
time to do a little reading on cul­
tural subjects.
“You’re partly right, of course,” 
conceded Walter, “but not entirely 
right. We waste a lot of time, all 
of us, unthinkingly. I’m not talking 
about the time we have to spend on 
our work, and should spend in sleep 
and desirable recreation, but about 
the time that we don’t use profit­
ably, because we’re poor planners.”
“What do you mean by ‘poor plan­
ners’?” queried Tom. “Do you think 
a fellow ought to make a budget as 
to how he should use his time, the 
same as you say he should with his 
money?”
“Right the first time. Go to the 
head of the class,” replied Walter, 
smilingly. “Minutes are like pen­
nies and nickels; they slip away 
from you silently, and you never 
know where they have gone. Yet, 
there are only sixty minutes in an 
hour, and you can do a whole lot 
in an hour.”
“What’s the idea, then, so far as 
I’m concerned?” asked Tom. “I sup­
pose you think I’m a time-waster.”
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“Yes, I do think so,” replied Wal­
ter, “though you’re anything but 
lazy or slow. To-day, for example, 
you knew you had a lot of extra 
work to do, but instead of getting 
down to the office at eight o’clock 
and cleaning it up, you came down 
late, and you haven’t been able to 
catch up all day. So you’ll face the 
same situation to-morrow. Besides 
that, last week you went to the 
movies four evenings, and Saturday 
afternoon you say you’re going to 
just lop around and take it easy.”
“Well, what of it?” replied Tom, 
somewhat nettled. “You can’t keep 
your nose on the grindstone every 
minute.”
“No, of course not,” replied Wal­
ter imperturbably. “That isn’t the 
point. The point is that right along 
you fritter away a lot of time with­
out getting either profit or pleasure 
to amount to anything out of it. 
You don’t organize your time.”
“What do you advise me to do, 
then?” asked Tom, partly convinced.
“My advice, which is based on 
my own experience, I think is sen­
sible. Figure out a month in ad­
vance what you are going to do 
with your time—how much you’re 
going to spend in eating, sleeping,
working, and taking recreation. Then 
take the rest and plan how you can 
use it to your greatest profit. If 
you will lay out your time definitely, 
and then stick to your schedule, you 
will be surprised at how many 
things that you ought to do, and 
want to do, you can do.”
Walter has the right attitude on 
the very important matter of the 
profitable use of time. Despite the 
pressure of our daily tasks, we are 
a nation of time-servers and time- 
wasters. We stew and fret, and 
much of the time revolve in circles. 
The fundamental thing for any 
young man to realize, if he would 
really attain the fullest measure of 
success which his mental capabili­
ties entitle him to reach, is to or­
ganize his time, the minutes and the 
hours of it, systematically and sen­
sibly.
JAMES A. HENDERSON, Pace 
Institute of Accountancy, has re­
cently entered the practice of Ac­
countancy on the staff of Bodkin, 
Teschke & Company, New York.
EDWARD M. FRENCH, Accoun­
tancy Institute of Brooklyn, has re­
signed his position as bookkeeper 
with the Brooklyn Shield & Rub­
ber Company to enter the practice 
of Accountancy on the staff of 
Price, Waterhouse & Company, 
New York.
Judging from the Past
Every year the demand for copies of The Annual Review of The Annalist, issued the 
first week in January, exceeds the supply and the edition is quickly exhausted.
The Annual Review of The Annalist contains the most complete 
and exhaustive summaries of business and industrial development 
to be found in any publication.
Forecasts of the commercial prospects for the coming year occupy an important place
Tabular and Statistical data gathered together in reviews form a 
treasury from which the man who is interested in the commercial 
development of the United States can draw without stint.
To anticipate the demand for The Annual Review and to place these facts within read 
of all, we will send the next six issues of The Annalist, including The Annual Review 
to any address, postpaid, on receipt of 50 cents, money or stamps.
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